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1. Executive Summary

This plan sets out a Waste-Management & Collection Firm in India — providing municipal collection and
transportation, bulk-generator contracts for apartment complexes, hotels, malls and hospitals, industrial
and construction waste handling, and material recovery through segregation, composting and baling ,

with recovered materials sold and residue disposed.

Indian cities generate enormous and growing volumes of solid waste, and the Solid Waste Management Rules, 2016
place obligations on both urban local bodies and — decisively for this business — on bulk waste generators producing
above prescribed thresholds, who must arrange processing of their own waste That single provision converts
thousands of housing societies, hotels, malls, campuses and hospitals from passive waste producers into contracting

customers.

The honest starting point for any waste plan in India: source segregation is mandated and largely does not
happen. The Rules require households and establishments to separate wet, dry and domestic hazardous waste. Compliance
is patchy, and a collection firm therefore receives substantially mixed waste at the gate. Every business model that
assumes clean segregated input will underperform its projections, because mixed waste must either be sorted
manually — labour-intensive, unpleasant and expensive — or sent to disposal, which costs money and forfeits the recovery
revenue the model depended on. This plan assumes imperfect segregation, budgets for manual sorting capacity, and treats
improving a client's segregation at source as an operational objective with a direct financial return rather than as a

compliance formality.

The second reality that separates realistic plans from optimistic ones: the informal sector has already taken
the valuable material. India's waste economy runs substantially on waste pickers and scrap dealers who operate with
near-zero overhead and capture high-value recyclables — metal, PET, cardboard — often before a formal collection vehicle
arrives. A plan that projects recyclable revenue from the full theoretical material content of collected waste is
describing a stream that has already been harvested. This model therefore holds material recovery at a realistic
16-17% of revenue, with collection and processing fees as the primary income. It models a firm requiring ¥4.2 crore (31.4
crore promoter + X2.25 crore term loan + 55 lakh working-capital finance), moving from 5.5 crore revenue and a 10
lakh loss in Year 1 to ¥11.9 crore revenue and X1.28 crore profit by Year 3. (Waste management; tonnage x fee +

material recovery, route- & segregation-driven — figures illustrative.)

2. Business Description, Vision & Legal Structure

Concept: A waste-management & collection firm - municipal and bulk-generator collection, transportation, segregation and

processing, with composting, baling and material recovery, and authorised disposal of residue.

Vision: To move waste out of sight properly rather than merely out of sight - recovered where possible, disposed lawfully

where not.

Mission: Collect reliably, segregate genuinely, recover what has value, dispose the rest lawfully, and treat the people who

handle it decently.

Legal structure options

o Private Limited — effectively required: municipal tenders, SPCB authorisation, fleet finance and institutional contracts

all assess an audited entity.

e LLP — workable for a bulk-generator-only start without municipal tender participation.



Regulatory anchor: operations require authorisation under the Solid Waste Management Rules, 2016 from the
State Pollution Control Board, together with SPCB consent to establish and operate for the processing facility.
Composting and material-recovery facilities have siting, buffer-zone and leachate-management conditions; compost sold
as a soil conditioner attracts Fertiliser Control Order requirements. Any hazardous fraction — including domestic
hazardous waste, batteries, e-waste and biomedical items that arrive mixed in municipal streams — falls under separate
rules and must be segregated and channelled to authorised handlers rather than processed or landfilled. Add commercial
vehicle registration and permits, weighbridge calibration under Legal Metrology, and occupational health obligations for
waste handlers that are substantive here: personal protective equipment, immunisation, washing facilities and medical
checks, in a sector with a poor historical record on worker safety. Municipal contracts add tender compliance, performance

guarantees and often service-level penalties.

3. Promoter & Ownership

Led by a promoter with waste-management, municipal-contracting, logistics or environmental-services background. Two
competences decide the outcome: route and fleet economics, since collection cost is driven by vehicles and crew per tonne
rather than by tonnage itself, and municipal contract management, which is a distinct discipline involving tenders,
measurement disputes and payment follow-up. The workforce is large and mostly unskilled, making supervision and welfare
central rather than peripheral. Route efficiency, segregation performance, contract compliance & worker retention are the

differentiators. Ownership, equity & any partner are editable inputs.

4. Market Analysis — India

Demand is driven by urbanisation and rising per-capita waste generation, statutory obligations on bulk generators,
municipal outsourcing of collection and processing, city cleanliness ranking pressure on urban local bodies, and
growing landfill scarcity around major cities. Demand is regulation-, urbanisation- & enforcement-driven. The market
rewards collection reliability, processing capability & compliance record; it is tender-competitive on the municipal

side and relationship-driven on the commercial side.

Demand drivers

+ Bulk-generator obligations under SWM Rules — housing societies, hotels, malls, hospitals and campuses required to

arrange processing, creating a large contracting market.
¢« Municipal outsourcing of collection, transportation and processing by urban local bodies lacking capacity.
e City cleanliness rankings creating political and administrative pressure on ULBs to improve service.
o Landfill scarcity around major cities raising the value of diversion and processing.

¢ Industrial and construction waste handling requirements as construction activity and enforcement both increase.

Market sizing (illustrative framing)

TAM Indian municipal & commercial solid waste handling Very large
SAM City/region contracts & bulk generators within haul radius Serviceable

SOM (Yr 1-3) Tonnage collected & processed per year Scaling with fleet



Target segments

Urban local bodies for collection, transportation and processing contracts.

« Bulk generators — housing societies, IT parks, malls, hotels, hospitals, educational campuses.
o Industrial estates and manufacturing units for non-hazardous waste streams.

e Construction and demolition waste generators.

e Facility-management companies subcontracting the waste element of their contracts.

5. Competition & Competitive Advantage

Landscape: large national waste-management companies holding major city contracts, regional operators, municipal in-
house departments, small collection contractors, and — pervasively — the informal sector, which is a competitor for
material and a partner for labour simultaneously. Municipal tenders are price-competitive; the commercial segment is

won on reliability and compliance documentation.

The business's edge

o Collection reliability — waste not collected is immediately visible and generates complaints faster than any other

service failure.

« Genuine processing capability — the ability to demonstrate what happens to the waste, which bulk generators
increasingly need for their own compliance.

« Segregation performance — improving a client's source segregation raises recovery revenue and reduces disposal
cost simultaneously.

o Compliance documentation — authorisation, manifests and disposal records that satisfy a bulk generator's own
regulatory position.

 Worker practice — protective equipment, immunisation and decent conditions, which reduce attrition in a sector

where labour is hard to retain and easy to lose.

6. Services & Revenue Model

Municipal collection & transportation contracts Per tonne / per household / per month Volume base
Bulk-generator contracts Monthly service charge Better margin, faster payment
Industrial & construction waste handling Per tonne / per trip Project-linked
Recovered material sales (recyclables, compost, RDF) Commodity-priced Variable, ~17%
Processing / gate fees from third parties Per tonne received Facility utilisation

Revenue is tonnage x fee, plus whatever the material is worth — and the balance between these two matters
enormously. Fee income is contracted and predictable; material recovery is commodity-priced and volatile,
moving with scrap metal, paper and plastic markets that the operator does not influence. A plan that depends on recovery
revenue to reach profitability is exposed to a price cycle it cannot hedge. This model deliberately treats material recovery as
an upside on a fee-based business rather than as the business itself, and it treats disposal cost as the counterweight:

every tonne not recovered must be transported and tipped, and that cost rises as landfills move further from cities.




7. Go-to-Market — Contracts & Density

« Bulk-generator contracts first — faster to win, better margins, quicker payment, and they build route density without
tender exposure.
« Municipal tenders selectively, with attention to payment history, measurement basis and penalty clauses rather than

to headline tonnage.

Facility-management partnerships bringing multiple properties on one relationship.
¢ Industrial estate arrangements covering several units on a common route.

« Compliance-led selling to bulk generators who need documented evidence of lawful processing for their own position.

Sales approach

Build a dense commercial book within a defined catchment before pursuing municipal volume — win bulk generators on
reliability and documentation rather than price - use route density to make each additional client nearly costless to serve -
approach municipal tenders with clear eyes about payment cycles and measurement disputes — invest in client
segregation, since it is the cheapest way to improve both revenue and cost. The discipline that matters most is
refusing municipal contracts priced on optimistic recovery assumptions. A tender won at a rate that only works if
30% of the waste is recoverable will lose money every month when the actual figure is 15%, and it will lose it for the full

contract term.

8. Operations Plan (collection, segregation & processing)

e Collection: route planning by ward or client cluster, vehicle allocation matched to access constraints, scheduled timing
that clients can rely on, and a second pass for missed points rather than a complaint queue.
e Transportation: compactors and tippers, transfer arrangements where haul distances are long, weighbridge records

for contract measurement.

Segregation: sorting line with manual picking for mixed streams, magnetic and size separation where volumes justify

it, and — critically — capacity sized for the actual segregation quality received, not the mandated one.

Processing: windrow or in-vessel composting for organic fraction, baling for recyclables, RDF preparation where an

offtake exists.

Residue & hazardous handling: residue to authorised disposal with manifests; domestic hazardous items,
batteries, e-waste and any biomedical material segregated out and channelled to authorised handlers,
never processed or landfilled with municipal waste.

o Worker safety: PPE including gloves, boots and masks, immunisation, washing and changing facilities, sharps protocol,

periodic medical checks.

Waste cycle

m Activity n

Collect Route execution & client pickup Collection reliability / missed points
Transport Haul to facility, weighbridge record Cost per tonne-km / fleet utilisation
Receive Weighing & quality assessment Segregation quality at gate
Sort Manual & mechanical separation Recovery rate %

Process Composting, baling, RDF Product quality / yield



Dispose Residue to authorised site Residue % & disposal cost per tonne

The single most valuable operational intervention is improving segregation at the client's premises, and it is
systematically under-invested in. Waste arriving properly separated costs far less to sort, yields cleaner and more
valuable recyclables, produces better compost, and leaves less residue to pay to dispose of — the benefit lands on four lines
at once. Yet it requires patient work that looks like it belongs to someone else: training housekeeping staff, placing correct
bins, giving feedback to the society committee, occasionally refusing a contaminated load. Operators who treat
segregation as the client's problem end up paying for it in sorting labour and disposal charges every single

day, while those who invest a few weeks of effort per site collect the return for the life of the contract.

9. Regulatory, Licences & Compliance (India)

¢ SWM Rules, 2016 authorisation from the SPCB for collection, transportation and processing; consent to establish

and operate for the facility, with siting, buffer-zone and leachate conditions.

o Compost: Fertiliser Control Order requirements where compost is sold as a soil conditioner, including quality

specification, testing and labelling.

« Hazardous fractions: domestic hazardous waste, batteries, e-waste and biomedical items arriving mixed must be
segregated and channelled to authorised handlers under their own rules — never composted, baled or

landfilled with municipal waste.

¢ Vehicles & measurement: commercial registration and permits, covered transport to prevent littering, weighbridge

calibration under Legal Metrology since contract payment depends on it.

o Worker health & safety: PPE, immunisation including tetanus and hepatitis B, washing and changing facilities,
sharps handling protocol, periodic medical examination — substantive obligations in a sector with a poor record.

e Labour: PF, ESI, minimum wages for a large unskilled workforce; contract-labour compliance where applicable.

« Municipal contracts: tender conditions, performance guarantees, service-level penalties and measurement protocols.

10. Organisation & Manpower Plan

Promoter / managing director

Collection crew & helpers 95 145 198
Sorters & processing staff 45 70 96
Drivers 32 48 66
Supervisors & route managers 12 19 26
Plant & maintenance 8 13 18
Admin, accounts & credit 6 9 12
Compliance, EHS & worker safety 4 6 8

Business development



This is a large, predominantly unskilled workforce doing unpleasant and physically demanding work. Retention is
achieved through the basics — timely wages, protective equipment that is actually issued, washing facilities,
and supervisors who treat crews as employees rather than as disposable labour. The sector's default is otherwise,

which is precisely why an operator who does it properly recruits more easily than competitors paying the same rate.

11. Implementation Timeline & Milestones

Approvals & build Month 0-8 SWM authorisation & SPCB consent, site development, processing line, fleet induction
Ramp Month 8-12+ Bulk-generator contracts & first municipal work; X5.5cr revenue, X10L loss

Grow Year 2 Route density & processing utilisation; X8.6cr, X58L profit

Scale Year 3 X11.9cr revenue, X1.28cr profit; ~118,000 tonnes handled

12. Financial Plan (lllustrative)

All figures are illustrative model assumptions for an Indian context, shown so the promoter can replace them with live rates.
They are not projections of guaranteed results. Revenue is gross. Tonnage, fee realisation, route density, segregation

quality, recovery rate & disposal cost are the levers.

12.1 Project cost & means of finance

capital reqUirement _

Collection & transport fleet (compactors, tippers, auto-tippers) 1,55,00,000
Processing facility — segregation line, composting, baling 95,00,000
Land / site development, weighbridge & civil works 70,00,000
Working capital (payroll float against receivables) 55,00,000
Bins, containers & collection equipment 22,00,000
Consents, authorisation, office, IT & launch 15,00,000
Preliminary & pre-operative 8,00,000
Term loan 2,25,00,000
Promoter contribution 1,40,00,000
Working-capital finance 55,00,000

12.2 Projected Profit & Loss (3 years)

_

Municipal collection & transportation contracts 2,20,00,000 3,30,00,000 4,40,00,000

Bulk-generator (commercial & institutional) contracts 1,30,00,000 2,10,00,000 2,95,00,000



Recovered material sales (recyclables, compost, RDF) 90,00,000 1,45,00,000 2,05,00,000

Industrial & construction waste handling 75,00,000 1,20,00,000 1,70,00,000
Processing / gate fees from third parties 35,00,000 55,00,000 80,00,000
Wages & statutory (crew, sorters, drivers) 2,09,00,000 3,22,00,000 4,40,00,000
Fleet running, fuel, maintenance & insurance 82,00,000 1,22,00,000 1,65,00,000
Depreciation, interest & other 74,00,000 80,00,000 84,00,000
Processing operations, utilities & consumables 50,00,000 74,00,000 1,00,00,000
Salaries (management, ops, compliance, admin) 48,00,000 66,00,000 88,00,000
Disposal / landfill charges for residue 42,00,000 62,00,000 84,00,000
Site, overheads, insurance & selling 30,00,000 42,00,000 56,00,000
Bad debts & credit losses 25,00,000 34,00,000 45,00,000

Net profit / (loss) before tax (10,00,000) 58,00,000 1,28,00,000

Net margin (1.8%) 6.7% 10.8%
Wages & statutory as % of revenue 38.0% 37.4% 37.0%
Material recovery share of revenue 16.4% 16.9% 17.2%
Tonnage handled (approx.) ~55,000 ~85,000 ~118,000

12.3 Unit economics & break-even

« Route density is the profit driver: a vehicle and its crew cost the same whether they serve twenty clients or thirty-
five on a round. Adding a client within an existing route is nearly pure contribution; adding one across town consumes a

vehicle. This is the same structural logic as cash-in-transit and water-treatment service routes.

Segregation quality moves four lines at once: better-separated input reduces sorting labour, raises recyclable
value, improves compost quality and cuts residue disposal. It is the highest-return operational investment available and

is habitually neglected.

Material recovery is upside, not foundation: at 16-17% of revenue it matters, but it is commodity-priced and
outside the operator's control. A model that only works at high scrap prices is a bet on a market, not a

business plan.

Disposal cost is the silent counterweight: 342-84 lakh of residue disposal, rising as landfills move further from

cities. Every percentage point of residue reduction is a direct saving.

« Break-even: approached in Year 1 and cleared in Year 2 as route density and processing utilisation build. Margins

expand with density, segregation and commercial mix rather than with tender rates.

12.4 Projected Cash Flow — Year 1 (quarterly, illustrative)

Particulars (i) nmnm

Opening balance 55,00,000 33,00,000 19,00,000 9,00,000



Collections 1,10,00,000 1,28,00,000 1,38,00,000 1,45,00,000

Wages, fleet, processing, disposal, overheads & loan servicing 1,32,00,000 1,42,00,000 1,48,00,000 1,38,00,000
Closing balance 33,00,000 19,00,000 9,00,000 16,00,000

Municipal receivables are the defining cash risk of this business, and they deserve to be stated without
euphemism. Urban local bodies are frequently slow payers — delays of several months are common, driven by their own
budget cycles, measurement disputes over weighbridge records, and administrative turnover. Meanwhile a workforce of
two hundred people must be paid monthly and fleet loans serviced on schedule. Three disciplines follow. Weigh
in, weigh out and document everything, because measurement disputes are the most common cause of municipal
payment delay and are entirely preventable with calibrated records. Keep commercial contracts as a meaningful share
of the book — bulk generators pay in 30-45 days and provide the liquidity that funds municipal exposure. And size
municipal exposure to what the balance sheet can carry: winning a large ULB contract without the working capital to

fund six months of it is how waste companies fail while their order books look impressive.

12.5 Key Performance Indicators to Monitor

« Operations: collection reliability and missed points; tonnage per vehicle per day; route density (clients per round);
fleet uptime.

« Material: segregation quality at gate; recovery rate %; residue % to disposal; realisation per tonne of recovered
material.

e Cost: cost per tonne collected; disposal cost per tonne; sorting labour per tonne; fuel per tonne-km.

+ Finance & welfare: collection days — municipal vs commercial; commercial share of revenue; worker attrition;

PPE issue and immunisation coverage; injury incidence.

13. Funding Requirement & Bankability

Total ask: ¥2.25 crore term loan plus ¥55 lakh working-capital finance against 1.4 crore promoter contribution.
Fleet, processing plant, site development and weighbridge provide tangible security, and vehicle finance suits the fleet
component; MSME, environment-sector and municipal-infrastructure schemes are relevant. Three points for a lender.
Assess the revenue mix, not just the contract value — a book weighted to municipal tonnage carries very different
cash characteristics from one weighted to bulk generators, and the working-capital requirement follows the mix rather than
the turnover. Material recovery revenue should be stress-tested, since it is commodity-priced and a plan that needs
high scrap prices to service debt is materially riskier than its projections suggest. And working capital must be sized for
municipal payment cycles rather than for average receivable days — a firm can be profitable, growing and unable

to meet payroll simultaneously if a ULB withholds three months of certified bills over a measurement dispute.

13.1 Funding utilisation

Collection & transport fleet (compactors, tippers, auto-tippers) 1,55,00,000 36.9%
Processing facility — segregation line, composting, baling 95,00,000 22.6%
Land / site development, weighbridge & civil works 70,00,000 16.7%
Working capital (payroll float against receivables) 55,00,000 13.1%

Bins, containers & collection equipment 22,00,000 5.2%



Consents, authorisation, office, IT & launch

Preliminary & pre-operative

15,00,000 3.6%

8,00,000 1.9%

4'20’00'000 100%

14. Risk Analysis & Mitigation

Municipal payment delay

Poor source segregation
destroying recovery

economics
Recyclable price collapse

Hazardous or biomedical

material in the municipal stream
Worker injury or infection
Rising disposal cost & landfill

distance

Facility siting objection or

consent condition breach

Tender priced on optimistic

recovery

Workforce attrition in

unpleasant work

Informal-sector competition for

material

15. SWOT Analysis

Calibrated weighbridge records and documented measurement to prevent disputes; keep
commercial contracts as a liquidity base; size ULB exposure to balance-sheet capacity; escalate

certified-bill delays formally and early

Invest in client-side segregation as an operational objective; bin provision and staff training;
feedback to societies; contractual right to refuse or surcharge contaminated loads; size sorting

capacity for actual, not mandated, quality

Treat recovery as upside not foundation; fee-based contracts as the profit base; diversify

recovered streams; stress-test debt service at low commodity prices

Segregation protocol at receipt, trained sorters, sharps handling, channel to authorised handlers

under their own rules, never process or landfill with municipal waste

PPE actually issued and replaced, immunisation including tetanus and hepatitis B, washing

facilities, sharps protocol, medical checks, insurance — substantive obligations, not paperwork

Maximise diversion, transfer-station economics where haul is long, residue reduction as a tracked

KPI

Buffer zones, leachate and odour management, community engagement, continuous consent-

condition compliance rather than pre-inspection preparation

Bid on fee economics alone; treat recovery as upside; decline tenders that only work at high

recovery rates

Timely wages, decent conditions, supervision that treats crews as employees; the sector's low bar

makes this a genuine recruiting advantage

Focus on fee-based service revenue; where practical, engage informal collectors as a supply

channel rather than treating them purely as competition

Strengths

Regulation-driven, non-discretionary demand; bulk-generator
obligations create a contracted commercial market; tangible
financeable fleet and plant; route density creates local moats;

processing capability differentiates from pure collection; long

municipal contracts once won.

Weaknesses

Municipal receivables are slow and disputed; large unskilled
workforce with statutory exposure; recovery revenue is
commodity-volatile; disposal cost rises with landfill distance;
segregation quality outside direct control; capital-intensive with

immediate debt service.



Opportunities Threats

Bulk-generator enforcement tightening; decentralised ULB payment default or contract cancellation on administrative
processing for large campuses; construction and demolition change; scrap price collapse; landfill closure raising disposal
waste as a distinct stream; RDF offtake to cement and power; cost sharply; informal sector capturing recyclables; tender
compost market with FCO compliance; facility-management competition on unsustainable rates; community objection to
partnerships; adjacent EPR and e-waste services. facility siting.

16. Recommended AiSevak Tools for This Business

This waste-management firm would use AiSevak's Environment vertical tools in operations:

Operations: route density & tonnage-per-vehicle tracking, collection-reliability and missed-point logging, fleet

utilisation and cost-per-tonne analysis.

Material: segregation-quality-at-gate scoring, recovery-rate and residue-percentage tracking, recovered-material

realisation by stream.

Compliance: SWM authorisation & consent-condition calendar, disposal manifests, hazardous-fraction channelling

records, weighbridge calibration currency.

Finance & welfare: municipal vs commercial collection-days, certified-bill ageing, PPE issue and immunisation

coverage tracking (with Finance and HRtech verticals).

Practice: Business Plan, break-even and route-economics tools to model the firm.

17. Key Assumptions & Notes

Waste-management & collection: municipal collection/transportation + bulk-generator contracts + industrial/C&D waste
+ segregation, composting, baling and material recovery, with residue to authorised disposal; revenue = tonnage x fee
+ recovered material.

THE HONEST STARTING POINT: source segregation is MANDATED and largely DOES NOT HAPPEN. SWM Rules
2016 require separation at source; compliance is patchy, so a collection firm receives substantially mixed waste. Every
model assuming clean segregated input will underperform its projections — mixed waste must be sorted
manually (labour-intensive, unpleasant, expensive) or disposed (costing money AND forfeiting the recovery revenue the
model depended on). This plan assumes imperfect segregation, budgets manual sorting capacity, and treats improving
client segregation as an operational objective with direct financial return.

SECOND REALITY: THE INFORMAL SECTOR HAS ALREADY TAKEN THE VALUABLE MATERIAL. India's waste
economy runs substantially on waste pickers and scrap dealers with near-zero overhead who capture high-value
recyclables (metal, PET, cardboard) often BEFORE a formal vehicle arrives. A plan projecting recyclable revenue
from the full theoretical material content of collected waste is describing a stream that has already been
harvested. Recovery held at a realistic 16-17% of revenue, with fees as the primary income.

Material recovery is UPSIDE, NOT FOUNDATION — fee income is contracted and predictable; recovery is
commodity-priced and volatile, moving with scrap markets the operator doesn't influence. A model that only works at
high scrap prices is a bet on a market, not a business plan. And disposal cost is the silent counterweight —
every tonne not recovered must be hauled and tipped, at rising cost as landfills move further from cities.

The single most valuable operational intervention is improving segregation AT THE CLIENT'S PREMISES,
and it is systematically under-invested in — better-separated input reduces sorting labour, raises recyclable value,
improves compost quality AND cuts residue disposal: the benefit lands on four lines at once. But it requires patient

work that looks like someone else's job (training housekeeping, placing bins, feeding back to committees, occasionally



refusing a contaminated load). Operators who treat segregation as the client's problem pay for it in sorting
labour and disposal charges every single day.

o ROUTE DENSITY is the profit driver (a vehicle+crew costs the same at 20 clients or 35; adding within an existing
route is nearly pure contribution, adding across town consumes a vehicle) — same structural logic as cash-in-transit and
water-treatment service routes. Refuse municipal tenders priced on optimistic recovery — a tender won at a rate
needing 30% recovery loses money every month when the real figure is 15%, for the full contract term.

o MUNICIPAL RECEIVABLES are the defining cash risk, stated without euphemism — ULB delays of several
months are common (budget cycles, measurement disputes over weighbridge records, administrative turnover) while
200+ workers must be paid monthly and fleet loans serviced. Weigh in, weigh out, document everything
(measurement disputes are the commonest cause of delay and entirely preventable); keep commercial contracts as a
liquidity base (bulk generators pay in 30-45 days); size municipal exposure to what the balance sheet can carry
— winning a large ULB contract without capital to fund six months of it is how waste companies fail while their order
books look impressive.

e Compliance: SWM Rules 2016 authorisation + SPCB consent (siting/buffer/leachate), FCO requirements for compost
sold as soil conditioner, hazardous/battery/e-waste/biomedical fractions segregated and channelled to AUTHORISED
handlers under their own rules, weighbridge calibration under Legal Metrology (contract payment depends on it), and
substantive worker-health obligations — PPE, immunisation incl. tetanus and hep-B, washing facilities,
sharps protocol in a sector with a poor record; doing this properly is also a genuine recruiting advantage given the
sector's low bar. X4.2cr, ~55,000-118,000 t/yr, rev 5.5-11.9cr. Figures illustrative, exclude GST.

» Use these tools now — free on AiSevak

Every tool referenced in this plan is available on aisevak.in. Open the Environment toolkit to browse and use them all at

https://aisevak.in/verticals/environment — or go straight to any specific tool at https://aisevak.in/service/<tool-

name>. No signup needed to explore; each tool guides you step by step.


https://aisevak.in/verticals/environment
https://aisevak.in/verticals/environment

